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What is Business Plan

A business plan gives: i Joal dlas 4943
* An outline of your business loa) dizyall bglasdl o
e The market in which it will operate 4 Joriwo U Bgudl @
* How it aims to make money Wl S Jl Bag as e
e Should answer this question: 15l e e s O o 0
why will your business succeed Sty bodie o] pramitian 130]
when so many others fail? T3 e S
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Top Tips
* Be concise g0 S @
* Be specific [ERREE
e Know your market b Lol Bgudl CBycl o
* Know your finances Al &Syl Layel o
i Jasl = A gions B9al pro e
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Getting started .... Whose plan is this?

Business name:

Owner(s) name:

Business address & postcode:
Business telephone number:

Business email address:

Other ways of communications:
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Executive Summary

* 1.1 Business summary: Jleel oo 1.1 o
e 1.2 Business aims: ol CBlua] 2.1 @
* 1.3 Financial summary: dle ol 3.1
Elevator Pitch i3S (§ 8,54l
* 1.4 Your business name: Elloc ol 4.7
« 1.5 Strapline: Eloe el de=5.1 o
* 1.6 Elevator pitch: i3y 38,541 6.1 .
o Jes] — dbgame Bodxll puar issue 01 w
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Owner’s Background

e 2.1 Why do you want to run your own business? $uebdl dlae pas of s 13 1.2

e 2.2 Previous work experience: A3 ld! Jeadl8ps-2.2 o
* 2.3 Qualifications & education: kel O gall 3.2 @
* 2.4 Training: oyl 4.2 e
Details of future training courses dlidiwal) Ayl gl Juolas
you want to complete: WS sy I
e 2.5 Hobbies & interests: 1Oleleiadly ©blggll 5.2
e 2.6 Additional information: 4dlp] wloglan 6.2
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Products & Services

e 3.1 What are you going to sell?

¢ s Bl .
o Product 3 L3
o Service ) E;:O
o Both - ©

9\‘9.444 J=> kﬁLC- O

e 3.2 Describe the basic
product/service

\ you are going to sell:

. * 3.3 Describe the different types

. of product/service you are going to be

selling:
Arogalsl
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Products & Services

* 3.4 |Ifyou are not going to sell all your Lloas /elilrin proz aul o) w8131 4.3
products/services at the start of your Y B el fellas dolus (3
business, explain why not & when you will g0 @\W (809
start selling them: :dbls| wloglan 5.3

3.5 Additional information:
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The Market

4.1 Are your customers:

o Individuals

o Businesses

o Both
4.2 Describe your typical customer:
4.3 Where are your customers based?
4.4 \What prompts your customers
to buy your product/service?
4.5 What factors help your customers
choose which business to buy from?

i Joasl — dbgaze Gobxl ppexr
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Teldlas Ay 0l 3.4
sl il cidlas pos sV L 4.4
T Eliods/ Elaie
sl de éldlae aelud @l Jolgall 2 o 5.4
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The Market
* 4.6 Have you sold products/services Oledsdl [ Ol s cwd (2 6.4
to customers already? S 2L Mol
o Yes @23 0
o No Yo
If you answered “yes”, give some details: ol (an S (M ead” Gl 13)

* 4.7 Have you got customers waiting ¢ ¢linds /elxio ¢ & O9,kaii Dec bl 7.4 o
to buy your product/service?

o Yes @23 0

o No Vo
If you answered “yes”, give some details: Jero il (ans S ¢ ns" s oz 13
* 4.8 Additional information: 4,805 Ologlas 8.4 o
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Market Research

5.1 Key findings from desk research:
5.2 Key findings from field research -
customer questionnaires:

5.3 Key findings from field research -
test trading:

5.4 Additional information:

i Joasl — dbgaze Gobxl ppexr
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Marketing Strategy

What are you going to do? Why have you chosen this marketing
S Lt 13k method?
T4y gandll iy ol ode sl 130

How much will it cost?

A O ¢S (5

TOTAL COST
ezl daK)l
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Competitor Analysis

radlad! Jou> 1.7
7.1 Table of competitors

Name, location & business size  Product/Service Price Strengths Weaknesses

Joall @z a8gally el Oledadl f Olaiadl sl 5 oa)l Lolas Canl bl
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Competitor Analysis

SWOT Jud=3 2.7
7.2 SWOT analysis

Strengths Weaknesses
b9all blas Caasall blas

Opportunities e
02 gl

USP 84,9 au dlady 3.7
7.3 Unique Selling Point (USP)
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Operations & Logistics

e 8.1 Production:
8.2 Delivery to customers:

e 8.3 Payment methods & terms:

8.4 Suppliers:

Name & location of ltems required & prices Payment

supplier g Lgllasll oliall arrangements
gl @890 sl g2l by

zYI 1.8

1 ond) @il 2.8
by g paudl 3,k 3.8
109 90)1 4.8

Reasons for choosing

supplier
3gedl Hlas) Ol
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e 8.5 Premises:

* 3.6 Equipment:

Sl gl Jsadd)
Operations & Logistics

ltem required
Collaall Caisall

o)l SL1 5.8 e
ldaa]l 6.8 o
If being bought 3l o3 13)
Already owned? New or second Purchased from Price
el S hand? oo gl o BESN

¢ Join ol i
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Operations & Logistics

3.7 Transport:

8.8 Legal requirements:

3.9 Insurance requirements:
8.10 Management & staff:

8.11 Additional information:

i Joasl — dbgaze Gobxl ppexr
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:Q};lsd\ oldlaie 9.8

054l sallg 8,15Y1 10.8

46l Ologlas 11.8
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Costs & pricing strategy

Number of units in calculation lolus @lasgll sae

Product/service components dedsdl / zuiel! Ol gSe 425

Total product/service cost  guowll 465 Jlax| / dedsdl

Cost per unit  da>9 JSJ dasdl

Price per unit = 8d>9 N jaudl

Profit margin = 7o )l Liele

Profit margin (%) gl jiels

T|O|mm|OO|lO|m|>

Mark up (%) eudl 349
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Financial forecasts

428 gial! a8l ulawadl 1.10
10.1 Sales & costs forecast

Month

\ 1 ) 3 4 5 6 7 8 9 10 11 12 Total
BN
A JUSAIPON
Sales forecast

Product/service

B deazdl/ el

Product/service

C deazdl/ el

Costs forecast

Product/service

D doasl/ puiiall
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Financial forecasts

Assumptions
(e.g. Seasonal trends)

W]
(dosogall olalza) o)
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Section Monthly cost

1

Aol a8 ¢l
Financial forecasts

4“,42>=_MJ\ ;L.Q.,J\ CL«)!;LA 2.10
10.2 Personal survival budget

Mortgage/rent  _29,3ll/ =)l

Car tax, insurance, service & maintenance
Bluall ool 8ylead! Ll 4o

Gas, electricity & oil  <byeSII 3Ll ¢ 5

AW N

Water rates olwll 4ilgd

All personal & property insurances
ylaally duazesd] ol

Clothing  _xodkJ!

Food & housekeeping Jiell d3laig plalall

O ||| U1

Telephone g2l
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Financial forecasts
gl gsadl ldgs 3,10
10.3 Cash flow forecast

11 12  Total

Month name gl el

Money in  J=1u1 JWJI

A Funding from ... o Jogedl
Funding fromother sources
Sy yobas e Joga!

Own funds el JWJI
Incomes from Sales  &luwedl Jlge
Other &,

Total Money in =1l Jll Jle=]

M| MmO 0O
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Financial forecasts
gl gsadl ldgs 3,10
10.3 Cash flow forecast

Month name _¢&dl ol

A Loan repayments (2,8l sl

B Personal drawings duasall Obamunll

Total money out mdJl JWI Sl

Balance  Jwe)l!

Opening balance (&txddl duo)!
Closing balance  J=yaly (2l aue)]!
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Back-up Plan

11.1 Short-term plan: sV 8 umd ddasdl 1,11
11.2 Long-term plan: o3 Asb dlasdi 211

11.3 Plan B:
‘o dbxll 3,11
11.4 Plan B continued: =
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Find out
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